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IN spite of our concentrated at­
tention upon war activities, 
business education has mate­
rially progressed since the be­
ginning of the war. I use the 
term “business education” in 
the broader sense. As here 
used, the term includes every
kind of business education—that is, the forms 
of business education of interest to men already 
in business, and to accountants, as well as those 
which are of interest to
young students. In this 
broader and more inclusive 
sense of the term, business 
education is receiving a de­
cided impetus at this time.
Generally speaking, there 
are two types of business 
education. The first of 
these is the type of busi­
ness education which arises 
out of events. The second is 
the type of business educa­
tion which arises from sys­
tematic courses in schools, 
or from the study of 
technical literature. It is 
proposed to consider how 
both of these types of busi­
ness education are now be­
ing so generally influenced.
Events are creating a more general knowl­
edge of business economics than ever before. 
People now think of what they wear, of what 
they eat, and of what they use, from a business 
angle. The sources of supply, the methods of 
transportation, and the various uses of these 
things are being read about and talked about 
as an every-day matter.
Take, for instance, the matter of food. There 
is a shortage of sugar. The causes of the short­
age are discussed, together with the many uses 
to which sugar is put. The same is true of 
wheat, beef, and all the various foodstuffs.
Wearing apparel receives its share of atten­
tion. The business economic phases of textiles,
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of shoes, and even of buttons are discussed.
Americans, in general, are learning to-day 
more about the dye industry than they ever knew 
before; they are learning about various chemi­
cals used in fertilizing; they are learning about 
minerals, such as coal, platinum, and tungsten; 
they are learning about ship-building; and all 
because of the interest which this war has
aroused concerning these things.
The newspapers are filled with articles re­
specting the various industries, containing 
much technical matter to be 
had heretofore only after 
extensive and possibly tedi­
ous research.
War finance has stimu­
lated the . interest of the 
people in the financial side 
of business. No longer will 
bonds or coupons be a 
mystery to them. Much of 
the “fear of the unknown” 
which surrounded the va­
rious types of securities has 
been removed by the han­
dling of these bonds, and by 
the newspaper comments 
on the various phases of 
war finance.
Not only are events 
teaching business principles 
to those who knew little 
of business before the war, but these events 
are teaching business men more about their 
business. Business is being put on a war basis, 
which means an efficiency basis. Men would 
have smiled a few years back if it had been 
suggested that Business would learn efficiency 
from the Government. Yet this is happening, 
indirectly but certainly, to-day. Regardless of 
the merits of the existing plans of purchasing 
contracts, they are mostly based upon finding 
costs. Finding costs, as every one knows, 
necessitates complete accounts. As a conse­
quence, manufacturers of war materials have 
employed skilled accountants to install and 
operate these accounts, and the Government has
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engaged accountants to test the 
accuracy of the accounts. These 
accountants are educating manu­
facturers to the facts which 
adequate accounting records will disclose for 
the control of their business.
Two instances come to my mind, in which the 
work of these accountants received practical 
recognition by the manufacturers. In both of 
these cases, sweeping changes were made in 
factory procedures upon recommendations of 
these accountants. When it was found that the 
Government could spare their services, each of 
the accountants was employed in an important 
administrative post by the manufacturer with 
whom he had been stationed. Many other like 
appointments have been recently made. Al­
though I can not state that all of these were 
due to the installation of improved accounting 
systems, I do not doubt that such was the cause 
in most of the cases.
Another event which stimulated business edu­
cation was the enactment of the War-Tax laws. 
These laws were so framed that business con­
cerns had to find their true profits. For several 
months before the returns became due, public 
accountants were deluged with tax business. 
Most of this business was from concerns which 
had never engaged the services of public ac­
countants before. A large percentage of these 
concerns decided to revise their accounting 
systems. As a consequence, these accountants 
educated their new clients to the advantages 
to be gained from adequate accounting records.
Despite the seeming strength of the efficiency 
movement before the war, its progress was com­
paratively slow. As has been mentioned in 
these columns before, Government statistics 
show that fully 80 per cent. of the manufac­
turers did not have even cost systems. Many 
business men are conservative—they do not 
care to try anything which has not been 
thoroughly tested. The war changed this situa­
tion. Cost systems had to be installed. De­
mands for greater production required the use 
of every conceivable efficiency expedient. 
Urgent necessity has done more than the prop­
aganda of the past ten years to educate men to 
the increased business efficiency possible with 
adequate accounting systems.
This business educational movement, arising 
out of recent events, has stirred the interest 
of young men in business. To be sure, many 
young men are now in military service. It must 
not be supposed that the education of these 
young men is to be entirely neglected. Active 
steps are now being taken to give our soldiers 
the benefit of instruction in business subjects.
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Among the steps to be taken 
is that of establishing schools 
throughout France. These schools 
will be under the supervision of 
the Y. M. C. A. Every subject of vocational in­
terest to soldiers will be taught. Accounting, 
business administration, and all of the impor­
tant business subjects are on the curriculum.
The interest of the soldiers in business sub­
jects has not lagged because of the war. This 
fact is brought out in a recent article in Forbes 
Magazine, which contains a condensation of 
interviews had with librarians at our various 
cantonments and training-stations. These li­
brarians were asked to state which books were 
in greatest demand by the soldiers. They re­
plied, “Books dealing with business subjects, 
such as accounting and business administra­
tion.”
This expansion of business education, again 
using the term in the broad sense, is vitally im­
portant to many of our ambitious young men. 
The fact that young men evidence interest in 
the study of business subjects shows that they 
are wide awake to the future opportunities of 
modern business. Moreover, the fact that Busi­
ness is being educated to the advantages of 
scientific procedures assures these young men 
that a substantial realization awaits their ambi­
tions.
MISS LILLIAN M. SMITH is the latest member of the Pace & Pace staff to join the American Expeditionary Force in France. 
For the past year Miss Smith has been Assistant 
to Mr. Homer S. Pace, and for several years 
previous to accepting that position she was en­
gaged with Mr. Pace in reorganization and ac­
counting work for various institutions. The 
call for overseas work came to Miss Smith last 
May from the Young Women’s Christian As­
sociation. Large amounts of money had been 
remitted by that organization to France for the 
establishment of a woman’s hotel in Paris and 
various centers throughout France. Accom­
modations for women were imperatively needed 
because of the large numbers of American 
women who have gone to France as nurses, 
telephone operators, canteen workers, account­
ants, and clerks. In addition to this work, the 
Y. W. C. A. had also planned work among 
French women and girls employed in factories 
and in occupations incident to the war.
The amounts of money remitted and ex­
pended were so large and the work developed so 
rapidly that it became necessary to secure the 
services of an experienced accountant to 
organize financial procedures and to install a
Overseas
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Biographical Snap Shots
Young Accountants Who Have Made Good
WHAT is the road to business success? 
There are several roads, of course, 
but the widest and straightest and 
surest, even if it is also the steepest 
most of the time, is the “hard-work 
road.” And by “hard work” is meant
not only the capacity to make the day’s work in­
crease in productivity, without regard to the 
clock, but also the willingness to study and per­
sistently to apply the fruits of study. A young 
man who interprets “hard work” in this twofold 
way and makes a personal issue out of the matter 
can’t be kept within the confines of a routine job. 
Sooner or later he breaks his bonds, and he finds 
himself grappling with big problems and respon­
sibilities.
The above applies to many young men of my 
acquaintance, but to none more than to Louis C. 
Eitzen. Mr. Eitzen is to-day thirty-two years old. 
He is the general manager of the August Mietz 
Corporation, manufacturers of marine and sta­
tionary oil engines, New York. This concern is a 
big one and an old one, and it is growing bigger 
every day; and the position of general manager is 
no sinecure. Yet Mr. Eitzen, after a year’s serv­
ice with the company, has made good in every 
sense of the word, as those who know him best 
prophesied he would do.
Louis C. Eitzen was born in Hoboken, N. J., in 
1886. His early education was secured in the 
public schools of Hoboken and in Hoboken Acad­
emy. Then he went to work, but he kept on with 
his education just the same, for he entered Cooper 
Union in 1905 to pursue a five-year course in elec­
trical engineering, which required class atten­
dance for five nights a week for seven months in 
each year. He graduated with the B.E.E. degree. 
In 1914, he took up the Pace Course in Account­
ancy and Business Administration, studying for 
over two years.
Mr. Eitzen’s first job was with a New Jersey 
telephone company, where he took an apprentice 
course. After spending a few months in each 
manufacturing department, he rose to the position 
of assistant to the chief engineer. Then he spent 
about a year with an electrical contracting con­
cern in an engineering capacity.
In 1904, Mr. Eitzen became associated with 
Professor William H. Bristol, Stevens Institute, 
Hoboken, who was also at that time president of 
the William H. Bristol Pyrometer Company, New 
York. Mr. Eitzen eventually was given charge of 
the manufacturing and calibrating departments of 
all the electrical instruments. After three years, 
the William H. Bristol Pyrometer Company was 
consolidated with the Bristol Company, of Water­
bury, Conn.
Mr. Eitzen, not wishing to move away from 
New York on account of his studies, resigned 
from the Pyrometer Company and took an im­
portant executive position with the Electrical 
Testing Laboratories, New York. Here he re­
mained for approximately four years.
In 1911, Mr. Eitzen, having become interested 
in the commercial side of engineering, became 
connected with the Standard Underground Cable 
Company, of Pittsburgh, Pa., as a sales and elec­
trical engineer, with headquarters in New York. 
His work consisted chiefly of sales and technical 
correspondence, and of investigative work having 
to do with administration and organization.
After six years with this company, Mr. Eitzen 
resigned in order to become general manager of 
the August Mietz Corporation, as already noted. 
His present work involves, among many other 
matters, reorganization with regard to adminis­
trative control, the introduction of general- and 
cost-accounting systems, and engineering and sci­
entific shop management covering the manufac­
ture of semi-Diesel Oil Burning Engines ranging 
in size from two horse-power to five hundred 
horse-power.
Mr. Eitzen attributes a considerable part of his 
success in business to his mastering of Account­
ancy. He believes that, while a knowledge of this 
subject is of great value to any one wishing to 
develop into an executive, it is especially valu­
able to industrial, electrical, and civil engineers; 
and he has no hesitancy in expressing himself very 
vigorously to this effect. Mr. Eitzen himself is 
certainly a proof of the correctness of his belief.
HE Service Auto Equipment Corpora­
tion is the name of a mail-order con­
cern in Kansas City, Mo., which, in 
less than a year’s time, has grown 
from a company employing one 
stenographer to an organization em­
ploying over one hundred people, and doing an 
annual business of over a million dollars. The 
organizer, principal owner, and general manager 
of this company is Ernest H. Cooper, formerly a 
student at Pace Institute, Washington. Mr. 
Cooper is twenty-eight years old.
Among the many factors that make for success, 
an idea—a distinctive, practical idea—holds no 
small place. Mr. Cooper had such an idea—it was 
that thousands of autoists throughout the country 
would be glad of the opportunity to buy all their 
automobile accessories by mail from the same 
concern, especially if they could save money by 
doing so. Mr. Cooper, becoming convinced of the 
soundness of his idea, proceeded to put it into 
practical operation, with results that are already 
a source of wonderment to the business men of 
Kansas City.
One reason for the phenomenal success of the 
Service Auto Equipment Corporation is its un­
equivocal guarantee of satisfaction or money 
back, which reads as follows: “You take no risk 
in sending us your order, for we absolutely guar­
antee satisfaction in every detail. Unless you are 
fully satisfied with the goods, and with the saving 
that you have effected in your purchase, you are 
at liberty to return them at our expense. Not 
only will we refund the money you sent us, but 
also we will gladly reimburse you for the trans­
portation charges you have paid.” Nothing could 
be more direct and business-like than that.
Another reason why Mr. Cooper has made such 
a success is, to use his own words, “because a 
thorough knowledge of accounting enables us to 
know costs. We carry our advertising in over 
one hundred papers, and our cost system tells us 
at each month’s end exactly how much net profit 
we make on every advertisement that is run.” 
This is an observation which should be of interest 
to Accountancy students.
Mr. Cooper is a native Texan, having been born 
in Marshall, Texas, in 1890. After a grammar- 
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OCCASIONALLY, 
students have dif­
ficulty in distin­
guishing between a
license and an easement. The
distinction is not a mere aca­
demic one, and has some very 
practical applications. If the 
object of the study of law be to protect the 
rights of the student, then a knowledge of 
this distinction becomes of vital importance.
Kent defines a license as “the authority to do 
an act or series of acts upon another’s land and 
property without possessing any estate there­
in.” He states that this authority may be re­
voked at any time, because if the authority were 
not capable of being revoked, a license would 
receive the importance of an estate—that is, 
would cease to be a license.
An easement is defined by Kent as “a liberty, 
privilege, or advantage in land, without profit, 
existing distinct from the ownership of the 
soil.” An easement, ordinarily, is not revocable 
at will. If conveyed between two parties, it 
must be conveyed by an instrument under seal; 
otherwise, it is deemed a license. The reason 
for this distinction is that a conveyance of an 
interest in land is void unless in writing; and 
since the conveyance is void as an easement, it 
becomes a license.
The practical points in the distinction arise 
in connection with the amounts paid for the 
privilege or expenses borne by reason of the 
privilege. For example, a man wanted the right 
to drain off his land, by running pipes through 
the land of his neighbor. For this privilege he 
paid his neighbor. There was no written con­
veyance of the privilege. It was held that the 
neighbor had the right to revoke the privilege, 
although liable for such part of the considera­
tion as had failed.
This same rule applies to expenses incurred. 
Practically all of the cases hold that the ex­
penditure of large sums by reason of the privi­
lege neither destroys the right to revoke, nor 
makes the person entitled to revoke liable for 
their cost. For example, a lumber company 
constructed a logging road through another 
man’s land. The company paid this man a con­
sideration. It was held that the owner had the 
right to revoke this license, in spite of the fact 
that the lumber company had been put to con­
siderable expense. The same was held as to a 
license to operate a mine, where the expendi­
tures had been very heavy. The reasoning of 
the courts is that ignorance of the nature of a 
license is no excuse, and if the persons who ex­
pended the money were familiar with the nature
of a license, then they took the 
risks attendant upon the expen­
diture.
Another rule respecting an ease­
ment is that it is limited to the purpose stated
in the deed of conveyance. Thus, the obtain­
ing of a right of way for the purpose of getting 
to and from a small country bungalow could 
not be extended to include a right of way to 
and from the building when it had been con­
verted into a stable.
Accordingly, the distinction between these 
two kinds of property suggests certain definite 
precautions. The first of these is, that if a 
license only is obtainable, care should be ex­
ercised respecting expenses. The second is, 
that if expenses must be incurred, then, if 
practicable, an easement should be obtained, 
which is also true if permanency is desired. 
Third, the conveyance of the privilege should 
be in writing and under seal, if it is desired to 
be an easement. Fourth, both the person grant­
ing and the person receiving the easement 
should be careful respecting the purposes stated 
—the grantor being careful to have it properly 
limited to prevent possible inconveniences, and 
the grantee to be certain that the privilege is 
extensive enough to suit his future require­
ments.
SOME of the more elementary of accounting principles are brought out in the respective legal rights of a life tenant and a remainderman. 
Generally speaking, a life tenant of land is en­
titled to the profits of the land for his life. On 
the other hand, a remainderman is entitled to 
receive the property upon the death of the life 
tenant in as good condition, making due allow­
ance for wear, tear, and other unavoidable emer­
gencies, as when the estate was created.
During the continuance of the life tenancy, 
expenditures made must be divided between 
those which the life tenant bears and those 
which the remainderman bears, either in whole 
or in part. A fair guide as to which of these 
must be borne by the life tenant is answered by 
the question, “What expenditures would you 
charge against operating profit and loss in the 
case of a business?” These expenditures are 
necessary in the production of the profit to 
which the life tenant is entitled, and for that 
reason, are a deduction from his profit. Having 
this main test in mind, I shall discuss repairs, 
improvements, taxes, assessments for improve­
ments, and interest on mortgages.
Repairs must be borne by the life tenant. 
This is clearly an item which is made necessary 
by the use of the premises. Moreover, it is an
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expenditure which does not add to 
the original value, in that it is a 
replacement of a part of that value.
Permanent improvements are 
more than a replacement, in that they add to
the permanent value of the property. Never­
theless, the tenant is not entitled to recover 
from the remainderman for any improvements 
that he may make as to the land. Under the 
Law of Fixtures, once these improvements are 
made, they become part of the real property, 
which is the principal of the estate to which 
the remainderman is entitled.
Taxes must also be paid by the life tenant. 
This is for the reason that they are part of the 
cost of maintenance of the estate.
As to assessments for permanent improve­
ments, the cases are conflicting. Some cases 
state that the entire cost must be borne by the 
remainderman, but most of the cases apportion 
the costs as between the life tenant and the 
remainderman. There are, too, some instances 
wherein the life tenant must bear the entire 
cost. Probably in most of the instances, the ap­
portionment is the preferable method. This 
is ordinarily done by a master in equity. The 
life tenant’s share of the burden is based upon 
his expectancy—that is, the number of years 
which he will probably live to enjoy the benefit 
of the improvement; the remainderman bears 
the rest of the cost. The length of time the 
improvement will last is also to be considered. 
So it was held that where the life tenant’s ex­
pectancy was in the neighborhood of thirty 
years, and where the improvement would hardly 
last fifteen or twenty years, the life tenant 
should bear the entire cost.
Interest on an existing mortgage on the 
estate must be borne by the life tenant, this 
being deemed a part of the cost of maintenance. 
The principal of the mortgage must be borne 
by the remainderman. It sometimes happens 
that the life tenant, or the remainderman, in 
order to save the property, may have to buy in 
the particular mortgage during the life estate. 
In these instances, the burden is again ap­
portioned. Usually the method of apportion­
ment is to find the present value of the annual 
interest payments for the prospective life of 
the life tenant, as his share of the cost.
Another accounting principle which is found 
in this part of the law is that respecting the 
accrual of rent should the premises be leased. 
The old law was that rent could not be divided, 
so that the entire rent paid would belong to 
either party, in spite of the fact that the estate 
began or ended in the middle of a term. In 
most of the states to-day, the statutes provide
that the rent shall be apportioned 
as between the two parties, on the 
basis of a time apportionment. 
The student will not have very 
much trouble remembering these rules if he
has in mind even the more elementary of the 
accounting principles. It likewise follows 
that, by bearing these rules in mind, less dif­
ficulty may be experienced in making the dis­
tinctions necessary to apply accurately the ac­
counting principles.
DURING the month of August, 1918, every corporation will be required to submit a return for the Undistributed Net Income Tax. 
This tax applies only to such income of the 
corporation as has not been distributed in the 
form of dividends, or which has not been 
utilized or invested by the corporation in cer­
tain ways. The purpose, seemingly, is to pre­
vent corporations from keeping profits within 
the corporation, and thus reducing the amount 
that the corporation, or its stockholders, pay 
on other taxes.
Unless, within six months after the close of 
the year, a corporation has disposed in one of 
the following ways of the income it reported, it 
is subject to the tax:
(a) Distributed it as dividends.
(b) Invested or employed it in the business. 
(c) Retained it in the business for the
purpose of such employment or in­
vestment.
(d) Invested it in obligations of the United 
States—such as Liberty Bonds—is­
sued after September 1, 1917.
Of these four, the ones open to the most 
questioning are the second and third. What 
is considered investment and employment in the 
business? and what is considered retention to 
meet the reasonable requirements of the busi­
ness? Very few decisions have been made on 
these points. The method which is outlined in 
the regulations is to draft a comparative balance 
sheet showing the condition as at the beginning 
and as at the end of the year. Increases and 
decreases in asset values would be disclosed by 
such a statement, as well as the particular ac­
counts in which the decreases or increases had 
occurred. Thus this statement will show the 
disposition of its profits in the increase of as­
sets or the reduction of liabilities. Should the 
corporation claim that the profit is retained for 
employment in the business, it must show that 
it is retained either to provide for an actual 
increase in business, or for additions to plant, 
or for the reduction of bonded or other fixed 
liabilities.
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THIS Department 
does not publish 
answers to all of 
the questions re­
ceived, but only to those which
we deem to be of general inter­
est to our readers. A com­
_____________ munication, in order to receive
attention, must contain the name and the ad­
dress of the person asking the question.
IN the accounts of a manufacturing concern, certain goods sent out on sale are lost, and the factory must bear the burden of this loss. 
Accounts are kept for “Sales,” “Cost of Goods 
Sold,” “Inventory of Finished Goods,” and “Re­
serve for Contingencies.” Kindly inform me 
as to entries respecting those goods lost dur­
ing the same period as sale and those goods lost 
in a period after sale.
For the sake of convenience, we will assume 
that goods are sold for $50, which cost $30 to 
produce. Your entries, in Journal form, would 
be:
August, 1918
ACCOUNTS RECEIVABLE 
To SALES.......................
COST OF GOODS SOLD 
To INVENTORY OF
GOODS ....
$50
$50
30
30
FINISHED
Assuming that the goods were lost in the same 
period in which the sale occurred, the entries 
would be:
RESERVE FOR CONTINGENCIES . . $30
To COST OF GOODS SOLD ... $30
SALES ..............................................50
To ACCOUNTS RECEIVABLE . . 50
If all of the above entries which counterbalance 
are eliminated, the final result would be found 
to be a debit to “Reserve for Contingencies” of 
$30, and a credit to “Inventory of Finished 
Goods” of $30. In other words, the cost of 
these goods was lost, there was a reduction in 
Inventory to that extent, and the loss was taken 
care of by a charge to the Reserve.
In the event that the loss occurs in the suc­
ceeding period, the full amount of the loss is 
equivalent to the amount of the sale. This is 
for the reason that not only is the cost of the 
goods lost, but there has also been a credit made 
to profits in the preceding period for the profit 
on the sale. Accordingly, the entry in this case 
would be:
RESERVE FOR CONTINGENCIES . . $50
To ACCOUNTS RECEIVABLE . . $50
IN the Bookkeeping Sets I note that the amount of $77.40 was set up as a “Reserve for Bad 
Debts.” In the period following 
the setting up of this reserve, the “Accounts 
Receivable” were collected in full. Then the 
business was sold to a corporation, and an ad­
dition was made to this reserve of $147.78. I 
cannot understand why the partners are not en­
titled to consider the first reserve set up as a 
credit to “Profit and Loss,” since all of the re­
ceivables were collected.
At the close of an accounting period, the 
balance in the “Reserve for Bad Debts” account 
should represent an amount which it is esti­
mated will be lost in the collection of “Ac­
counts Receivable.” If a balance already ex­
ists in this reserve before ascertaining profit, 
then any amount charged against profits is 
designed to bring this balance up to the amount 
of the estimated loss. The fact that the esti­
mate may, in the preceding period, have proved 
more than adequate upon collection of the ac­
counts then existing does not obviate the neces­
sity for additions to the reserve account for the 
new period. It may very well happen that by 
injudicious extension of credit in certain in­
stances a larger amount is deemed desirable 
for the reserve, even though, as against the 
smaller amount used in a previous period, there 
were no bad debts upon collection.
ANAN office occupies several floors of a large building. Will you kindly suggest a 
method as to delivering business papers from 
department to department?
The business papers may be divided into three 
parts: incoming, outgoing, and inter-depart­
mental. Incoming papers are ordinarily sent 
to a distributing department. This depart­
ment sorts the papers and forwards them to 
the various departments. The exact handling 
of the messengers, as between the floors, is a 
matter that must be determined by the condi­
tions.
As to outgoing papers, each department may 
mail its own, or there may be a central mail­
ing for all departments. Central mailing is 
economical should the concern have branch 
offices, or should papers be sent in large quanti­
ties from the several departments to certain 
organizations or individuals regularly. Postage 
may be saved by this central mailing, in that all 
the material from the headquarters’ office to a 
particular branch, or a particular organization, 
may be sent in one package instead of in several. 
As to the collection, there should be definite 
times during the day when the papers are taken
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up, and only in urgent cases is it 
desirable to have the messenger 
specially called for the transmis­
sion of papers.
Papers that must be sent from department to
department may be taken care of by a routing- 
slip or a routing-stamp. These, too, should be 
collected at convenient intervals, rather than 
have them sent haphazardly. Of course, the 
same principle applies to papers that are to be 
sent to the file department or departments.
A CORPORATION is in need of cash and is unable to obtain a loan from the bank. A note receivable of the corporation is “sold” to 
an individual at less than its face value. As­
suming the individual collects the face value at 
maturity, the return for the use of his money 
will greatly exceed the legal rate. Will you 
kindly advise me if this is a usurious transac­
tion?
It is generally held by the courts of the vari­
ous states that a note may be sold at a discount, 
without violating the law against usury. This 
is, of course, contingent upon the transaction 
not being a cover for usury. In the above in­
stance, it would seem that the transaction was 
not a cloak for the charging of usury, and, 
therefore, the note is valid. An early New York 
case held that although the full face value of 
the note may be recovered from the maker, only 
the purchase price can be recovered from the 
seller, should the maker default.
KINDLY give me the correct answer to the following question, which was given in the New York C. P. A. examinations for Jan­
uary, 1918: “A bank certifies a check that had 
been altered by changing the date and the name 
of the payee, and by raising the amount; then 
subsequently the bank pays the check on pres­
entation. Shortly after having paid the check 
the bank sued for the amount thus paid. Can 
the bank recover? Or does the certification 
of the check amount to a warranty of the 
genuineness of the body of the check, as well as 
the payee and the amount?”
This question is answered by the following 
quotation from Clews v. Banking Association, 
89 N. Y. 419:
“When, therefore, a check has been raised 
by some person without authority before certi­
fication, the certifying bank cannot be called 
upon in consequence of its certification to pay 
the amount of the raised check; and when a 
bank has thus certified a raised check by mis­
take and subsequently pays the money thereon 
without any culpable negligence on its part, it
can recover the amount thus paid 
by mistake. . . . Precisely the same 
rule is applicable to the acceptor 
of a bill of exchange. By his ac­
ceptance he guarantees the genuineness of the
drawer’s signature, but not the genuineness of 
any other names upon the paper or of the body 
of the paper in respect to the date and the 
amount thereof. If any of the names upon the 
paper other than the drawer’s have been forged, 
or if the body of it has been altered by increas­
ing the amount thereof, and the acceptor, with­
out culpable negligence, pays the bill by mis­
take, not knowing of the forgery and alteration, 
he may recover back the amount paid as money 
paid by mistake, and whether the forgery and 
alteration were made before or after acceptance 
can make no difference.”
This was a suit between the holder and the 
bank. As between the depositor and the bank, 
the depositor is entitled to recover from the 
bank for payments on forged checks unless his 
negligence in drawing the check contributed to 
the raising. On this latter point, the decision 
in Critten v. Chemical National Bank states: 
“While the drawer of the check may be liable 
where he draws the instrument in such an in­
complete state as to facilitate or invite fraud­
ulent alterations, it is not the law that he is 
bound so to prepare the check that nobody else 
can successfully tamper with it.” It may be 
added that, under the Negotiable Instruments 
Act, the depositor must notify the bank and 
make his claim as to forged or raised checks 
within one year after the return of the voucher 
of the payment.
  KINDLY inform me which is correct—“It is or “It is me.”
“It is I” is the correct expression. “I” is in 
the nominative case used as an attribute com­
plement.
DDOES business courtesy sanction the use of certain set words and phrases, such as
“beg to advise,” in business letters?
Generally speaking, all words which are not
used in talking should be avoided in letter writ­
ing. There is an erroneous idea that a certain 
peculiar commercial jargon is appropriate in 
business letters. Nothing is less desirable than 
the system of words found only in business 
letters. Among such words to be avoided are: 
“esteemed”; “valued”; “beg to remain”; “hand 
you,” for “enclose”; “trusting”; “in the fol­
lowing manner”; “trusting to hear from you,” 
and the word “same” (used as a pronoun, as in 
“referring to same”).
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KEEP your word.
The business world 
is full of persons 
who make promises
and then break them, who enter
into agreements and then fail to 
keep them, who arrange for ap­
pointments and then forget 
them, and so on. Most of these persons are 
doubtless well-intentioned enough; they do not 
deliberately plan to cause irritation and trouble, 
and waste of time and energy on the part of 
those with whom they deal; but these are pre­
cisely the results which their unreliability pro­
duces. Stop prating about what you can and 
will do on a large scale; be sure that you ac­
tually make good on every one of your promises. 
In that way, you will build up a reputation for 
reliability, and reliability is 
a large part of the founda­
tion of business character. THE PACE STUDENT
A Magazine of Service 
Interpreting
the Purpose, Spirit, and Needs 
of Modern Business
Published Monthly
Subscription Price $1.00 
a Year, Payable in Advance
PACE & PACE, Publishers 
30 Church Street 
New York
Copyright, 1918, by Pace & Pace
AFTER all, “A man gets   what he wants most in this world.” This is a say­
ing often heard and often 
voicing a conclusion as to a 
man’s opportunities in life.
In the vast majority of 
cases, it is a true saying.
The words, “what he wants 
most,” mean wants which 
are consistent. Generally 
speaking, a man can not get 
rich and spend his money 
extravagantly. Nor can he 
have physical strength if 
he persists in satisfying the 
cravings of a perverted
appetite. Nor can he have power, unless he is 
willing to give up the habits which weaken. A 
man can get what he is willing to pay for. He 
can get what he wants, if he is willing to give 
up everything which is inconsistent with his 
wants.
 ONE of the strangest of paradoxes is the persistency with which those who claim 
to have the interest of workmen at heart oppose 
the scientific conduct of business.
If there is one principle upon which practi­
cally all economists agree, it is that the welfare 
of the working man is dependent upon increas­
ing the productivity of working men. This is 
the big objective of the scientific conduct of 
business. But the scientific conduct of busi­
ness means even more to the workman. If busi­
ness is conducted haphazardly, on a happy-go-
lucky plan, it is natural that the 
promotions in business are on a 
like basis. But if business is con­
ducted scientifically, then the con­
tribution of the individual to the achievement
of the business is definitely projected. An un­
avoidable consequence is that merit, rather than 
mere chance, will govern advancement. No 
matter what may be his trade or vocation in 
business, every ambitious man should welcome 
the scientific conduct of business.
ANY teamster will tell you that there are two   kinds of work horses—the “collar-pullers” and the “breech-pullers.” That is, some horses 
are willing workers—they fill their collars in try­
ing to pull the wagon load; while others, even 
if not actually balky, sag back a little into the 
breeching. As to the rela­
tive value of these two 
kinds of horses, there need 
be no discussion—the con­
clusion is obvious.
Figuratively speaking, 
business workers may be 
thus classified. There are 
the ones that do their work 
with dispatch, accuracy, 
and intelligence, and then 
look about for something 
else to do—they are “collar- 
pullers.” Then there are 
the ones that do their work 
with one eye on the time- 
clock, without giving 
thought to anything save 
holding their jobs—they 
are “breech-pullers.” The 
executives that you know—
the auditors, controllers, cashiers, secretaries, 
treasurers, and the like—to which class have 
they always belonged? The “collar-pullers,” 
of course. You want to be an executive some 
day; therefore, make sure that you are a “collar- 
puller” in respect to the work that you are 
doing right now.
TWO men in one afternoon mentioned to me a common, though not generally known, weakness of minor executives. One of 
these men was a business man, the other was an 
accountant. The weakness spoken of was the 
tendency to overestimate the ability of subor­
dinates. Each cited specific examples of this 
weakness.
The instances referred to by the business man 
were those of the foremen in his own establish­
ment. In his line of business, it is necessary
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to make frequent estimates of work 
that is to be done. Information is 
secured from the foreman as a basis 
for these estimates. In nearly every
instance, this business man declared, it was nec­
essary to add from 50 to 100 per cent. to the 
estimates of the foreman. These foremen 
judged the productivity of the workmen by 
what they would do in case they were working 
at the machines. As the business man very 
tersely put it, “The reason they were foremen 
was because they could do more and better work 
than their fellow-workmen, and the reason they 
would remain foremen and not rise higher was 
because they counted upon their fellow-work­
men doing as productive work as they would 
do.”
The accountant’s instance was that of another 
accountant. This latter accountant was in 
charge of an accounting department of a busi­
ness organization. A system of accounts was 
installed by this executive. Upon paper, it 
looked like a very adequate system. In practice, 
it did not work. The reason it did not work was 
because it would require of every subordinate 
the same high degree of skill in accounting 
technique that was possessed by the execu­
tive.
With these practical instances in mind, I com­
mend to young executives the advice of this 
business man: “Estimate subordinates as they 
are, and not as you think they should be.”
THOSE whom we admire, we imitate. It is not to be expected that our soldiers will adopt all of the mannerisms and the customs of 
the English and the French. Nor is it to be 
expected that our Allies will influence changes 
in us, without our influencing changes in our 
Allies. The more provincial of the English are 
expressing concern over the tendency toward 
American journalistic style in the press of that 
country. Likewise, we remember that our boys 
very much admired the style and cut of the Eng­
lishman’s uniform. It is the same with the 
French. Our men are following the lead of the 
French in the exercise of courtesy. On the 
other hand, the French are following our lead 
respecting certain sanitary measures. None of 
us will exclusively influence the rest of us; each 
of us will influence and be influenced. Those 
qualities which are the better qualities are natu­
rally those which will be admired and adopted. 
It is as if the Allied nations were pooling their 
respective national traits, and each was benefit­
ing by the interchange. This war is teaching us 
more of each other, and the more that we learn, 
the higher our regard for each other.
Getting
Under
“THOMPSON is a magnet for 
  heavy responsibilities.” This 
was said by a friend of mine re­
specting a man of our acquaintance 
who has been remarkably successful in Busi­
ness. The word “magnet” struck me as being a 
forcibly descriptive word. In figurative lan­
guage, a “magnet” is something which, by rea­
son of a substance inherent within itself, attracts 
other things. Some men are like that in respect 
to the power of attracting perplexing duties 
within their own sphere of control. Their mag­
netizing qualities are almost always sweeping 
vision, broad perspective, limitless energy and 
initiative, developed reasoning power, and a 
first-hand knowledge of business principles and 
procedures. The encouraging fact about this 
“magnet” business, so far as the average man or 
woman is concerned, is that it can be cultivated 
and developed. Plenty of big jobs are waiting 
to be magnetized.
YOUR vacation assumes a great importance this year. You need all the push and vigor that a few weeks’ change will give you.
Every man to-day should be one hundred per 
cent. fit. Your vacation will help keep you to 
this mark if you take it properly. It may not 
be necessary for you, in these days of high rail­
road fares, to go far from home. The change 
from your regular routine is the necessary thing 
to achieve. This change in physical routine 
produces a change in a man’s mental operations; 
and, after all, our minds usually get more tired 
than our bodies. It is mental stimulus that we 
are looking for as much as physical recreation.
Don’t carry your business worries with you. 
We often hear, but seldom heed, this admoni­
tion. The office will worry along somehow 
without you. Things may even go better than 
you expect. Unless you do leave business mat­
ters behind you, you aren’t giving yourself a 
square deal.
Your vacation may even pay extra dividends. 
The best business idea that you ever had may 
come to you beside some mountain stream while 
you are waiting anxiously for the elusive trout 
to put in an appearance. Off in the woods or 
out in the country, you get a proper perspec­
tive. Things that may have puzzled you back 
in town, show themselves in their true light. 
They may not be so formidable, after all.
Be sure, if it is in any way possible, to take a 
vacation, if only for a few days. It will make 
you physically and mentally fit—put you in step 
with the procession; and you may come back 
with some idea that will ultimately be worth to 
you many times the cost of your outing.
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STUDENTS of Ac­
countancy, who are 
just beginning the 
study of the sub­
ject, should not have their
minds centered on any single 
phase of it. No one of the three 
major divisions—constructive, 
operative, and auditing—is independent. Mas­
tery of each is contingent upon mastery of all. 
It is by no means uncommon to encounter prob­
lems the solutions of which necessitate a grasp 
of all three of these branches.
For example, in auditing work, the accountant 
frequently has opportunity to exercise construc­
tive skill in connection with his working-papers. 
Surprising though it may seem, this is particu­
larly true in the case of audits of small concerns. 
Perhaps the account classifications have not 
been carried out to the detail that the auditor 
desires, so that an analysis is necessary. Or 
perhaps, by reason of the lack of high-grade ac­
counting skill in these small organizations, the 
facts in the record need rearrangement. In 
both of these contingencies, the accountant may 
construct various schedules in his working-pa­
pers to develop the desired information.
As an illustration, I present on the opposite 
page a schedule of fire insurance, adapted from 
practice. Ordinarily, this schedule is prepared 
in audits of moderate sized businesses. The 
chief purpose of the schedule is to ascertain the 
amount of insurance unexpired. An additional 
purpose is that a convenient summary is ob­
tained of the entire insurance carried by the 
organization.
This schedule shows the status of the fire in­
surance of James Brown as at December 31, 
1917. The various columns contain the details 
respecting each of the insurance policies. The 
order of arrangement is by the dates of the ex­
piration of the policies—that is, the policies 
which expire earliest in 1918 are stated first.
The totals show the aggregate amount of in­
surance carried, the premiums paid, the amount 
of expired insurance, and the amount of un­
expired insurance. For example, during the 
year 1917, premiums were paid on policies ex­
piring during 1918 to the amount of $2,177.56. 
These premiums carried insurance up to the 
date of the expiration of the respective policies. 
To the extent that these payments of premiums 
covered protection previous to December 31, 
1917, they are chargeable against the profits of 
the year 1917. On the other hand, to the extent 
that they purchased protection for the time 
after January 1, 1918, they are chargeable 
against the profits secured during that time.
The extent to which this insurance 
expired and the extent of the 
charge against profits for the year 
1917, was $759.18. The remainder 
of the premiums paid cover “unexpired insur­
ance,” and are carried as a deferred charge (an 
item to be charged against profits in later
periods), the amount being $1,418.38.
This schedule might be called an “Inventory 
of Insurance.” In its broadest sense, the word 
“inventory” is applicable to any listing. Upon 
taking out insurance, we buy, so to speak, a 
given amount of protection. The right to this 
protection is limited by time, so that during the 
year there is an amount of the protection, 
measurable in dollars and cents, which has been 
used. At the end of the year, we list these 
policies and ascertain, or inventory, the exact 
amount of this protection which is still avail­
able to the business.
The information contained in the columns up 
to and including that headed “Premium Paid” 
is obtained from the various records of the 
organization. The amounts in the last three 
columns are the computations of the accountant. 
At this point, the advantage of arranging the 
policies by dates of expiration is evident. It 
will be noted that instead of making the dis­
tinction between “expired” and “unexpired” 
insurance for each policy, the distinction is 
made as to groups of policies. For example, the 
total of premiums paid for all of the policies 
expiring on January 15, 1918, is ascertained as 
$254.70; the amount which expired on these 
policies up to December 31, 1917, is $244.09, and 
the amount unexpired is $10.61. So it is that 
the prorating is done as to each group of 
policies, the groups being arranged according 
to dates of expiration instead of as to each 
policy individually.
With but one exception, all of the policies 
expire during the year 1918. The exception is 
that on “Office Furniture,” which covers a 
period of three years and does not expire until 
October 1, 1920. This is the only policy ap­
pearing on the list which will be shown on the 
schedule prepared as at December 31, 1918.
In computing the amounts for the “Expired” 
and the “Unexpired” columns, each calculation 
should be done independently. It is not advis­
able to compute, say the “expired,” deduct this 
from the premium paid, and call the balance 
“unexpired.” Rather it is desirable to compute 
each—that is, the expired and the unexpired— 
on the basis of the time elapsed and the time 
remaining. Proof of the accuracy of the com­
putations is then obtained by adding the two 
amounts together, in that the sum should equal
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the premium paid. This proof may 
be also secured from the totals of 
the columns which would, in addi­
tion to the points already made, 
check the accuracy of the column additions.
Upon the close of the audit, the accountant 
has a neat, clear statement as to the insurance. 
Should he desire to comment respecting the 
subject in his report, all of the facts are con­
veniently disclosed. Furthermore, by the 
columnar proofs—that is, by the fact that the 
totals of the three columns balance—he has a 
reasonable assurance of the accuracy of the de­
ferred charge for unexpired insurance. This 
record should constitute a part of the work­
ing-papers that he retains permanently.
This schedule is suggestive of steps that 
might be taken in Operative Accounting. Upon 
the taking out of insurance, and the payment of 
premium, the facts as to the insurance might 
be set forth in a columnar record of this kind. 
After the column “Premium Paid,” thirteen 
additional columns might be provided. Twelve 
of these columns would be for the twelve 
months of the year, and in each of these would 
be entered the amount to be charged against 
operating profits for that month. The last 
column would show the amount of insurance 
paid which remained to be charged against 
profits in succeeding periods. This record 
would be useful in cases where profit and loss is 
determined as to monthly periods.
The form is also suggestive of records which 
might be constructed to record insurance 
transactions. The arrangement of this form is 
by dates of expiration of policies. Accordingly, 
the form does not show the amount of insurance 
for each of the several classifications of prop­
erty.
It is impossible, for example, to find the 
amount of insurance on merchandise from this 
schedule, without arithmetical calculation. Nor 
is the total as to buildings or machinery shown. 
Furthermore, it may be desired to show the in­
surance by location of the property which is 
insured. The advantages of detailed classifica­
tions of this kind are many.
A convenient form for embodying such a 
classification is a loose-leaf book. The leaves 
would be arranged so that the facts regarding 
any one classification would be grouped. For 
example, one leaf might show the totals as to 
merchandise, and analysis sheets would show 
the amounts as to each of the several kinds of 
merchandise, or as to merchandise carried at 
a number of different branches, and so on. The 
facts recorded as to the classifications would 
be the same as those in the. schedule, the amount
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of expired and unexpired insur­
ance being shown as at convenient 
dates.
Such a record is useful in pre­
venting the carrying of an excess of insurance.
For example, the stock of merchandise of a con­
cern may fluctuate. This stock may be of such 
value that it should be closely insured. The 
keeping of a perpetual inventory would enable 
the proprietorship readily to ascertain the 
amount of stock on hand at a given moment. If, 
in addition, the management has this insurance 
record, then there is available at all times an 
exact comparison between the amount of insur­
ance carried and the amount of merchandise on 
hand.
Whether or not a business organization is 
carrying ample insurance is an important con­
sideration to the banker in case of a prospective 
loan. Beyond ascertaining that the insurance 
is actually carried—that is, set forth in the 
books—it is wise for the auditor to ascertain 
whether or not sufficient insurance is being 
carried. Furthermore, if his examination dis­
closes violations of the terms of the contracts 
which may affect the recovery of insurance in 
the case of loss, he should act upon it.
In the next issue of The Pace Student, the 
preparation of a schedule in the case of liability 
insurance will be explained.
GW. MILLETT, associate director, Bu­reau of Personnel, American Red Cross, under date of July 10th, has made application to 
A. P. Richardson, secretary, American Institute 
of Accountants, for the following accountants 
for overseas service:
“Four accountants with statistical training 
for France. These positions to be filled by best 
available people at salaries ranging from francs 
750 to francs 1,000 a month.
“Six accountants for France. These men are 
needed in the Bureau of Accounting. Salary 
will be francs 175 a week; two of these six 
will be used as traveling auditors and should be 
of slightly larger experience than the others.
“Twenty-five accountants unassigned, for 
France. Competent accountants required, for 
various departments in the French organization. 
May be either men or women. Will be assigned 
definitely on arrival in Paris. Salary, francs 175 
a week.
“One accountant for Serbia. No specifica­
tions. Salary, approximately $2,000 per annum.
“Three accountants for Switzerland. One 
must have experience in warehouse accounting. 
Salary, francs 175 a week.”
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“Hooks”
HAVE just come 
upon an unusually 
vivid word as ap­
plied to sales let­
ters, publicity 
folders, and adver­
tisements that 
rouse interest and 
secure orders. It 
is the word
“hooks.” J. George Frederick, Edi­
tor of Advertising & Selling Maga­
zine, is the man to whom I am 
indebted for the idea. It is an idea 
worthy of a few paragraphs of com­
ment and illustration.
The trouble with much sales 
writing—especially in amateur writ­
ing—is that it is too general in 
content and smooth in style. Gram­
matical correctness is desirable and 
necessary, of course; indeed, there 
is seldom any excuse for violating 
the dicta of grammar and rhetoric. 
There is, though, such a thing as 
making rigid correctness an end in 
itself; whereas, in point of fact, 
it should be always a means to an 
end and nothing more. Stop with 
correctness of expression, and you 
are likely to have a piece of writing 
that makes no impression whatever 
upon the image-making faculty of 
your readers.
The same general objection ap­
plies to sales writing that is unduly 
smooth and euphonious in style. 
The mind of the reader is likely to 
glide over your message pretty 
much as a skater glides along 
without seeing much of the ice or 
thinking much of its • quality or 
thickness. Since your object is to 
halt attention, arouse curiosity, and 
incite the impulse to buy, it is clear 
enough that you should think of 
your concepts, their arrangement, 
and their manner of presentation 
with this object always in view.
First of all, what is the “hooks” 
idea in reference to the content of 
your sales letter, folder, or adver­
tisement? It is that you select spe­
cific thoughts and present them in 
a head-on way, remembering that 
the beginning and the ending are 
the most important positions in 
your sales appeal. And remember 
also to try to interpret your read­
er’s probable view-point in refer­
ence to your article; try to show 
him that its purchase will be to his 
advantage—that it will save him 
money, conserve his time, or add to 
his convenience, and the like.
Second, what is the “hooks” idea 
in reference to the arrangement of 
the parts of your sales appeal? It 
means that your logic must not be 
wobbly and confused—that it must 
be so sound and straightforward
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and immediately apprehensible as 
to overcome objection at the very 
moment when objection is subcon­
sciously suggesting itself. Your 
logic should be of the kind that 
speedily leads on the mind of your 
prospective purchaser to the point 
where, of its own volition, it ar­
rives at the “that’s so” conclusion, 
or as close to that conclusion as 
possible.
Third, what is the “hooks” idea 
in reference to your sentences, 
phrases, and words? It is that, 
generally speaking, your sentences 
should be short and vigorously ex­
pressed with strong beginnings and 
endings, and that your words and 
phrases should be specific, pictorial, 
and suggestive of much more than 
they actually say. Your style, to 
put the matter in another way, 
should be direct and simple—not 
colloquial, exactly, but surely not 
heavy and ponderous. Never forget 
that simplicity in the use of lan­
guage, though it seems easy to 
attain, is, in reality, most difficult 
to attain.
Note the “hooks” quality in the 
following illustrative letters:
“One quart a month—
That’s the wastage of your average, 
ordinary inkstand—the air actually 
dries up that much ink.
“And no writing comfort at that!
“You’re too good a business man 
to stand for that much waste, and 
you’re too fond of a smooth-flow­
ing pen and comfortable writing to 
refuse to make the pen move for 
both economy and supreme writing 
comfort.
“Why—figure it out; you know 
what you pay for ink these days— 
you’ll pay for a Marvel inkstand in 
exactly 49 days with the ink that 
you let dry up in the air! Etc.”
“As I sat at my desk this morning 
looking over the early mail, a pe­
culiar thing happened.
“I picked up an order. It read: 
‘Ship 25 rolls of 1680 Keepdry.’ 
And the next one called for ‘K 860.’ 
Now both of these orders came 
from concerns in the same line of 
business. And both of them use 
‘Keepdry' for the same identical 
purpose.
“So I wondered: ‘Why does one 
pay more than the other—to 
achieve the same result? Wouldn’t 
the cheaper grade do just as well?’
“Our conception of service is: 
“To help a customer find that 
grade of ‘Keepdry’ best suited to 
his own particular purpose. A grade 
good enough—but not too good—at
the least possible cost.
“Glance with me for a moment at 
our latest price-list enclosed. Fif­
teen grades of ‘Keepdry.’ Some 
are heavier and of greater strength 
than others. But all are waterproof.
“The nine ‘K’ grades mean Kraft 
paper—stronger and tougher by 
far, in proportion to weight, than 
the six Fibre grades. And better, 
we believe, from every standpoint.
“If you think there’s a chance to 
economize in your packing, we’ll 
welcome these requests for a full 
line of ‘Kraft Keepdry' samples— 
and complete information about 
them.
“The postcard is for your con­
venience.”
“Your store is situated on the 
main road which leads almost di­
rectly to the White Mountains. 
Automobiles and camping parties 
are constantly passing your door. 
Many of these parties, attracted by 
your splendid window display, stop 
to make purchases.
“Add a complete line of camp 
cookery outfits to your stock.
“There is no part of a camp 
equipment that is in more general 
demand than a compact cooking 
outfit. The reason is simple—we 
all eat, and the tendency among 
automobilists to cook their own 
meals en route is growing.
“These cooking outfits are made 
of aluminum and are, therefore, 
light in weight, and contain all the 
necessary articles. The pieces are 
made to nest into each other, and 
every outfit is supplied with a can­
vas carrying-bag.
“The outfits range from the in­
dividual sets of seven pieces, 
weighing two pounds, to those con­
sisting of fifty-four pieces, and 
weighing thirteen and a quarter 
pounds.
“Our salesman will be in your 
town about April 20th, and will 
show you samples of these outfits.”
There is no need of citing 
further examples to support the 
contention that the “hooks” idea 
plays a basically important part in 
the preparation of all written sales 
material. Make your thoughts 
“hooks” to attract interest. Make 
your sentences “hooks” to hold at­
tention. Make your words and 
phrases “hooks” to stimulate con­
viction. Then your sales messages 
will be read.
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proper system of accounts. Miss 
Smith was asked to undertake this 
work because of her accounting ex­
perience, her knowledge of the 
French language, and her familiar­
ity with conditions secured by for­
mer visits to Europe. Miss Smith, 
so far as we know, is the first Vas­
sar graduate to undertake organiza­
tion or accounting work overseas. 
The majority of Vassar graduates 
who have volunteered for service 
either are serving as nurses or are 
in training for that work. Miss 
Smith sailed last May, and arrived 
safely at her destination after an 
eleven-days’ voyage. She crossed 
the ocean during the period in which 
the submarines carried their attacks 
to mid-ocean and to the American 
coast.
Miss Smith’s work in effect will 
be that of a controller. She will de­
vise and install accounts for the 
Hotel Petrograd, which is the name 
of the Y. W. C. A. hotel in Paris, 
and for the various centers estab­
lished by the Y. W. C. A. through­
out France. In addition to this 
work, she will make an audit and 
verification of the financial transac­
tions that have already taken place. 
The work will require Miss Smith 
to travel throughout France, and 
will afford an exceptional oppor­
tunity, not only for a service of a 
vitally important nature, but for 
obtaining at first hand a knowledge 
and understanding of all the Amer­
ican activities in France.
Miss Smith has written a staff 
letter to her associates, and it seems 
only fair to make it available to the 
larger family of Pace students, in­
structors, and friends, who are sub­
scribers to The Pace Student. We 
append, therefore, Miss Smith’s 
staff letter of June 23rd, as follows:
“Dear Mr. Pace:
“For several days I have been 
trying to get a staff letter written, 
but the hours seem to be filled with 
so many necessary tasks of one kind 
and another that letter writing has 
to take a back seat occasionally. I 
am starting early this evening, how­
ever, and, with good luck and no 
air raid, I’m hoping to be able to 
finish this little chat with the mem­
bers of the Pace Organization.
“The trip over was a joy from 
first to last—that is, a joy to me. 
There were those on board who did 
not agree with me in that opinion, 
when the weather got a bit rough 
and the vessel rolled ‘all over the 
place’ as one sea-sick Y. M. C. A. 
man expressed it. None of her wan­
derings into the regions of the air 
or the depths of the sea seemed to 
have any effect on me, however, for 
which I was mighty thankful, for
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the sick ones, of whom there were 
many, didn’t look or act like a very 
happy lot.
“There were many interesting 
people on board. Red Cross doc­
tors and nurses, Y. M. C. A. men, 
several Y. W. C. A. women, coming 
over to do canteen work, a group 
of men from the Knights of Colum­
bus, and several others whom the 
censor wouldn’t let me tell you of. 
In spite of the fact that we were 
all coming on more or less serious 
business, we managed to enjoy our­
selves quite in the manner of peo­
ple on an ordinary voyage. The 
life-boat drills and the peculiar ac­
tion of our captain in steering his 
course gave us food for thought 
now and then, but people spoke 
very little of those things.
“We had a ride of the best part 
of a day, from our port of entry to 
Paris, through the most beautiful 
country I have ever seen in my life. 
When this war is over, I’m going 
to buy me a little tin Ford and take 
that ride again along the wonderful 
white roads that wind like broad 
ribbons among the chateaux of this 
land. But the war is not over, and 
meantime I have work to do.
“Paris, in her war regimentals, is 
as wonderful, if not as bright at 
night, as she ever was. She may be 
darker at night, but that is more 
than made up for by her vividness 
by day. The streets are filled with 
color—the flaming scarlet of the 
French officer home on leave, the 
duller red of the trousers of 
the Zouaves, the heavenly blue of 
the uniform of the French officer on 
duty, and, what is best of all, the 
dark blue of our own Navy and the 
khaki of our boys in the Army. We 
American girls almost always get a 
smile or a salute from our own men. 
There is always the terrible black 
of the women, too, but they wear it 
with such a proud bearing, as the 
men do their medals, that it doesn’t 
seem quite so much the emblem of 
mourning as it does with us.
“We had our first raid two nights 
after we arrived in Paris. We all 
wended our way to our very spa­
cious cellar, where we sat on stumps 
of wood and conversed amiably 
with people whom we didn’t know 
from Eve. It lasted for about an 
hour and a half, and then the 
church bells sounded the ‘all clear’ 
and we went to bed. The second 
time, the siren woke me out of a 
sound sleep. The enemy was not so 
near this time, so we contented our­
selves with going to the first floor 
and watching the bursting of the 
shells of the anti-aircraft guns. You 
would be surprised at the calmness 
of the French at times like these. 
You will find a group of them en­
joying their liquid refreshment at
the little tables outside the cafes 
when Big Bertha will send along a 
reminder of her existence. People 
look at each other, exclaim ‘Voilà!’ 
and go right on with the dejeuner.
“I have my work mapped out in 
my own mind, and am eagerly 
awaiting the right moment to start 
on my travels to all the centers, to 
give instruction and to get informa­
tion. I hope to have more to tell 
you about that in another letter.
“I think of you all many, many 
times through the day, and wish 
for one or another of you to enjoy 
some especially interesting thing 
with me. The Pace Organization 
has a very big place in the heart of 
one American girl in France.”
school and ah academy training in 
Texas, he went to Washington,
D. C., where he took up the Pace 
Course at night. With this training 
as an asset, Mr. Cooper began to 
apply his knowledge along practical 
lines. For two years he was auditor 
for the Colorado Tire and Leather 
Company, at Denver. Then he 
spent six months with the Conti­
nental Audit Company, of Denver, 
going from there to Kansas City, 
Mo., where he joined the Account­
ancy staff of Crockett, Couchman & 
Co. After about a year with this 
firm, he gave up the professional 
practice of Accountancy in order to 
organize the Service Auto Equip­
ment Corporation.
Personality has, of course, much 
to do with Mr. Cooper’s business 
success at so early an age. That’s 
always true and is taken for granted. 
A man either has initiative, vision, 
and energy, or he hasn’t. But it is 
interesting to note that Mr. Cooper 
himself stresses the part that 
knowledge of Accountancy has had 
in showing him how to organize, 
administer, and sell, on terms that 
brought him a net profit. If there is 
any knowledge more vitally impor­
tant than this for the young man 
who wishes to test his abilities in a 
business of his own, the writer of 
this sketch hasn’t discovered it.
W. G. KILEEN, care of the Gil­
lespie Loading Company, South 
Amboy, N. J., Extension Student, 
has recently been appointed United 
States Accountant-in-charge, Beth­
lehem Loading Company, New 
Castle, Delaware. Mr. Kileen was 
formerly with the General Electric 
Company in Schenectady.
J. H. TARRY, Pace Extension, has 
accepted a position with the Tide­
water Oil Company as accountant, 
having resigned from the employ of 
the Michigan Central Railroad.
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The rate of the tax is 10 per cent. 
on so much of the income as is not 
disposed of in the manner stated. If 
it is subsequently found that any 
amount reported as having been re­
tained for employment in the rea­
sonable requirements of the busi­
ness has not been so employed, then 
the tax on such amount is 15 per 
cent. In addition, penalties are 
prescribed for failure to make the 
return, and for false and fraudulent 
returns.
Corporations which reported net 
income on the basis of the calendar 
year must submit a return of undis­
tributed net income on or before 
August 29, 1918. Corporations
whose fiscal year is different from 
the calendar year, must report 
within six months and sixty days 
after the close of the fiscal year. 
These latter corporations must also 
report on or before August 1, 1918, 
as to that part of the fiscal year 
which ended in 1917, and which 
came within the year 1917. For 
example, if a corporation’s fiscal 
year ended March 31, 1917, it must 
make a return on August 1, 1918, 
covering the three months, Janu­
ary, February, and March, 1917. It 
then determines, as to that fiscal 
year, the total amount of income 
which was not disposed of in the 
manner before stated. Then the 
tax is on such proportion of the 
amount ascertained as the number 
of months in 1917 bears to the en­
tire fiscal year. In the case under 
consideration, the three months in 
1917 would be one quarter of the 
fiscal year, and the amount on 
which the tax would be imposed 
would be one quarter of the entire 
amount found for the year.
CAPTAIN A. L. PHILBRICK, C.P.A., a Pace graduate and lecturer, and in peace times 
a practicing accountant in Provi­
dence, R. I., now with the Engi­
neers’ Corps of the American Army 
in France, in the course of a letter 
to a New York friend, says:
“After landing in France, I went 
to Paris and was there for two days. 
I then went to general headquar­
ters, where I remained for two 
months and a half. Now I am 
located in one of the best cities 
and living very comfortably, but 
unhappily. The unhappiness is 
due to the fact that there is no 
possibility of my seeing real 
action; and when I am asked some 
years from now ‘What did you do 
in the Great War?’ I will mod­
estly say: ‘I sat in a comfortable 
chair almost all day and enjoyed 
the wonderful hospitality of some
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of the finest people on the face 
of the earth.’
“I am busy enough all day, and 
the work I am doing must be done 
by somebody; but I wish I knew 
enough about the military game to 
be in the infantry or artillery, in­
stead of writing letters and reports 
and attending to the detail of an 
office day after day; but then, 
everybody here wishes that he had 
another job than the one he is 
working at. So the only thing to 
do is to keep fighting the game for 
all it is worth, and never for a 
moment consider the possibility of 
peace until all of the force of the 
enemy is destroyed.
“You haven’t any idea how cheer­
ful it is to read in the papers of 
the success of the big Third 
Liberty Loan, and all the work 
that is being done in the States. 
Everything that is done by those 
who are at home helps a great 
deal.”
MAURICE GREEN, the Account­
ancy Institute of Brooklyn, has 
severed his connection with H. E. 
Verran Company, New York City, 
to join the staff of Touche, Niven & 
Company.
ARTHUR H. ERB has resigned his 
position with Charles A. Soper, of 
Brooklyn, to accept a position as 
bookkeeper with the American Red 
Cross.
A. J. RINALDI, Pace Institute, has 
severed his connection with Perley 
Morse & Company to join the staff 
of Waud & Doherty, accountants.
A CHARTERED accountant of world-wide experience re­cently sent his enrolment to 
Pace Institute, Extension Division, 
from a foreign country. He states 
the view of many men of long ex­
perience and developed ability who 
are now students in the Pace 
Courses in the following sentence:
“Even though my accounting 
knowledge is far advanced in the 
school of practical experience, 
yet I lack a certain amount of 
theoretical finesse which is the 
mainstay of successful profes­
sional accounting.”
He states further that he enrolled 
by reason of the recommendation of 
his manager, and because of “many 
previous indorsements in the course 
of my travels on four continents.”
Lieutenant lewis h. de   BAUN, formerly of the Pace executive staff, now 
with the American Army in France, 
Signal Corps Division, has written 
a very interesting letter to his 
former associates, excerpts of 
which follow:
“After a long and tedious month 
of travel by sea and 'land, we 
finally stopped in a pretty little 
town in the south of France where 
we went to school for about six 
weeks, tackling all the new prob­
lems of signal work developed by 
the war. I know you will be glad 
to learn that I did honor to my 
pedagogic associations of the past 
few years, and finished the course 
next to the top, being the highest 
lieutenant, with the only captain 
in the class beating me out by a 
fraction of a point, on a basis of 
100 counts.
“From there I was shipped off 
to the French Army, and, as you 
can imagine, I got a very fine 
close-up view of what we will have 
to tackle. I was attached to a 
French division that had been fif­
teen months at Verdun during the 
heaviest attacks of the Crown 
Prince last year and the year be­
fore, and nearly every man has 
the Croix de Guerre, as a result. 
The Telegraphic Section of this 
Division, corresponding roughly to 
our Signal Battalion, is the only 
one in the French Army which has 
the Croix de Guerre on its stand­
ard, and it is naturally proud of the 
distinction. . . .
“I cannot complain of any hard­
ships; the troops are all well cared 
for; the army organization of sup­
ply and transport is getting better 
all the time; and all we need now 
is men, men, men, and then more 
men to end the war.”
RICHARD J. POZDENA, Pace 
Institute, is now associated as au­
ditor with The Great Atlantic & 
Pacific Tea Company, of Jersey City. 
Mr. Pozdena was formerly in the 
employ of the Department of Fi­
nance, city of New York.
E. J. CONRAD, Cleveland School 
of Accountancy, is located with the 
Twenty-first Company, Second In­
fantry Replacement Regiment, 
Camp Gordon, Ga.
ARTHUR F. WILKINS, Pace In­
stitute, has become associated as 
junior accountant with the Colo­
nial Audit Company. Mr. Wilkins 
was formerly employed by Frank 
Seller, C.P.A.
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Notes
MAJOR C. B. HOLLOWAY, in 
command of the Bureau of Ac­
counts, American Expeditionary 
Force, recently said: “It is my per­
sonal opinion that accountants are 
beginning to come into their own 
over here, and are now being used 
in a broader capacity than has ever 
previously been the case. It is also 
my belief that if the war continues 
for some time they will be able to 
render even greater service as their 
value becomes more generally 
known and recognized.”
ALBERT J. BODENSTEIN, New 
York Institute of Accountancy, has 
accepted a position as bookkeeper 
with Graham Brothers Sales Com­
pany, having resigned from the 
employ of the General Optical Com­
pany.
MISS JULIA M. WEST, Pace In­
stitute, has accepted a position as 
bookkeeper at the American Water 
Works and Electric Company, hav­
ing left the employ of the Board of 
Education.
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HOWARD E. MURRAY, a gradu­
ate of the Buffalo School of Ac­
countancy, Pace Course, has ac­
cepted a managerial position with 
Chandler & Patriquin, auditors and 
accountants, Akron, Ohio.
JOSEPH I. ZUCKER, graduate of 
the Pace Courses, Buffalo Y. M. 
C. A., has entered the Accounting 
profession as a senior accountant, 
and is now located in Columbus, 
Ohio.
FLOYD G. RICE, Pace Institute, 
has joined the staff of Price, Wa­
terhouse & Company. Mr. Rice was 
formerly a teacher of commercial 
subjects.
H. K. GOTTSHALL, graduate of 
the Pace Courses, in Washington, 
is now a sergeant in the National 
Army.
ALL accountants will be inter­
ested in the convention of 
the American Institute of
Accountants, which will be held in 
Atlantic City, September 16th to 
19th, inclusive. The session prom­
ises to be an extremely interesting 
one, because of the problems, due 
to the war, that have arisen in the 
work of accountants both for the 
Government and in general prac­
tice.
F. A. MacKINNON is an artist 
who is now studying Accountancy 
at Pace Institute, Boston. Mr. 
MacKinnon is intensely enthusias­
tic in his Accountancy studies. Be­
fore he had completed his first year, 
he audited the accounts and pre­
pared the annual statements of the 
Massachusetts Credit Union Asso­
ciation. Although these involved 
some advanced problems in Ac­
counting, Mr. MacKinnon experi­
enced no difficulties and submitted 
statements which would be a credit 
to an accountant of much longer ex­
perience.
Business seeks men—men who
can serve and earn in the larger
positions—men who can rise above the level of 
routine clerks—men who can develop and advance—men who 
can display initiative and assume executive responsibility.
Such men—potential leaders—are needed now, with the country’s man-power 
mobilized for war. The summons is for men who can direct others, not merely for 
men who can carry out orders. And business leadership after the war will be at high 
premium—countless problems of adjustment, consolidation, and expansion will have 
to be faced and solved.
Make ready now to play your part, to serve your country and yourself. Self-analysis, study of conditions, 
consistent study and training, proper placement—all these are prerequisites of commercial success.
The Pace Organization can and will develop you into a man or a woman that gets things done. Pace Students— 
business technicians—acting as military and naval officers, or as civilian controllers, are getting a grip on finan­
cial and stores detail for our forces overseas. At home, Pace Students are in the forefront everywhere, as 
accountants, auditors, treasurers, secretaries, and controllers.
Send for a Descriptive Bulletin of the Pace Course in Accountancy and Business Administration, and for a 
copy of the current issue of THE PACE STUDENT, a distinctive magazine which interprets the spirit, 
needs, and processes of Modem Business.
Pace & Pace
WASHINGTON NEW YORK BOSTON
1004 F Street, N.W. Hudson Terminal, 30 Church Street Tremont Temple
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